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Maximising Your
Selling[Price

Latest[datafromheDeptdfNaturalResources@ndhe
REIQHasShowndomelrelieffbrGold[ToastBomeownd
ers.

Gold[@oastmhedian[Bomeldriceslihcreased3.3% 0hlthe
June2009[quarter, @lthoughihefulll2008/09 Mearthel
dians[still[2% dbwerthan Thethedianfbr[2007/08.

Suburb®yBuburbl@nalysis(Shows[dbt[dfMariation
across(thel@oast, [@nd0tls Mot [difficult@o[Seeheldffect
thatfhel[GlobalHinancial [Trisis[AasHad.

Established[thiddle[df(ihedoad
suburbs[Such@s[Arundel, Barkd
wood[@ndAshmoreBaveldend
erally[BeldfheirMaluesBetter
thanihelToast@s@Mhole.
From[EheldropOhhel@umberldf
homeslibridalelihfhesedreas,
it[Seems(thatlfeopleholdidn’t
absolutelylavelbSellZheir
homesBaveldimplySatldnfheirBands, [Preventing@ny
significantgricelfhlls.

BeachsidelSuburbs[Such@s[SurfersRaradise, [Broad]
beach, [@ndMermaidBeach, Bavelstruggled, @sRAighdise
investmentl@ndBoliday@partmentsAaveBeenldffloaded
by[Ehoselfacingfinanciallstress. Mherelis[stillldonsider
ableMacant[StockIhEhis[Segment.

Anecdotall@videncelduggestsfhatfhe[Toast[@roperty
market[Ras[dow[Stabilized, With few [distressed[dales
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around@ow.[Attendances@t[@penHomesis[Hickingp,
andl@nquiriesfromould[BeMendors@relihcreasing. Ik
wouldBelfbolish b BelfboBullish@boutfhelharket, But
there@reldefiniteSignsthat[donfidencelis[@tOastdeturn]
ing.
Gold@oastSnapshot—June2009[Quarter

JunelQtr | Change | Annual

2009 Oon Change

Gold[Coast $470,00 | 3.3% [7.0%
Arundel $460,00000 O.3% d.1%
Ashmore $456,00000 1.9% [4.9%
Benowa $647,500[0 3.8% 01.2%
BroadbeachWal] $750,000[0 [4.7% 9.1%
Labrador $423,75000 10.1% [7.6%
Nerang $372,500[0 0.1% [4.2%
Parkwood $477,000[0 4.0% .7%
RunawayBay $850,00000 4.9% [7.5%
Southport $450,00000 4.7% [4.9%
Surfers[Baradisell$1,185,0 | 11.2%[ [(15.5%

*Median[2008/09ear[domparedb[2007/080jear

> > > Imagmel]\laklngIIlpI:IToI:IThls[I?arkII&IIRwerwlewmvery[Day...

TheldurrentldwnersBaveBeenfhere[@Mears[Sinceldew@nd
havehaintainedfheBome@ndIgroundsihintldondition.The
fullyldndscaped345[dqth Blocks[designedfbri@nldasy[dare

lifestyle.[iew [photosldn www.houlihanrealty.com.au

49[RiverwoodDr,[Ashmore($679,000

Rarely[doBomes(ihfhis[fantasticlAshmorelfositionl[domeldvailablefbridale.
Thisthodern, Beautifully[@resented[@Bedroom[@.5BathroomBome Wil
impressioulWithits[dpenpglanldontemporary[designl@nddecor,ihdoor3
outdoorflowEb@mpleldecking, [@nd Miewsfrom@Imost@verytbomibIhe
maturefreesih[Higree[Park@ndfheNerangRiver.
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PleaseldingJanetHoulihanon07[5531[1268forfurtherlinfo,lincludinglOpenHomelfimes.

Houlihan Realty Pty Ltd ~ Ph 07 5531 1268

Email: janet@houlihanrealty.com.au

Fax 07 5531 0548 PO Box 4062, Ashmore Plaza, Ashmore, QLD 4214

Website: www.houlihanrealty.com.au
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The(Z[Deadly(Sins
of[(Renovating

In[@Buoyantlpropertytarket,
risinglBouselpricesWillldften
coverlfheldostldfdenovations
undertakenldn@Bome,[dvenlif
theldenovationsiwerefinan
ciallyldnwise.

Butlih[@[Qubduedharket,
homeownersldanbselthany
thousandsl[dfldollarsidndeno
vationsWhen[fhey[decideb
sell.

Our[Book ThelZ[Deadly(Sins
ofiRenovating[showsjou
whatldan[goMrong@ndBowIb
avoid[it.[MownloadouBREE
copyfrom[duriwebsitedbday:
www.houlihanrealty.com.au/

FreeBook.html
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Recent[Sales

Riverwood Dr, Ashmore
$449,000 3 bedroom 2 bath-
room 2 lounge double garage
duplex in excellent condition

Sar ah Place, Ashmore
$462,000 3 bedroom 2 bath-
room house with river and park-
land views

Rhiannon Drive, Ashmore
$395,000 Well-presented 2 bed-
room 2 bathroom single garage
duplex

Maximising[The[Selling[Pricelof[Your[(Home
[Why[thelihitiallistinglgrice s[CRUCIAL!

There’s an old saying in the recruitment industry
“You don't get a second chance to make a first
impression”. Getting that first impression just right
is also critical when listing your home for sale.

At any given time, there is a finite pool of buyers
actively looking to buy a home in your suburb.
When a home is newly listed for sale, these active
buyers will normally spot it quite quickly, through
the internet listings, newspaper advertising, being
contacted through the agent’s database, etc.

The buyers will make an initial judgment based on
the listed price, and what features the home has
advertised. Most people are time-poor, so they are
looking to make a short-list of the properties they
will actually go and inspect. If they perceive the
price of a home is too high, they will probably cross
it off their list without even going to view it.

When buyers inspect the property at an Open
Home, they are judging its value-for-money against
the other listings they have either visited, or seen
advertised. Once again, if they perceive the price
is too high, they will cross it of their list.

You can expect the main “pool” of buyers to as-
sess your home in the first two weeks of its market-
ing. As each week goes by, there are some new
people to the market who join the pool, and will
look at all the listed properties in their area of inter-
est. And some people will drop out of the pool, as
they either buy a property or decide not to buy.

Figure 1 opposite graphically illustrates the typical
daily level of interest in property listings on the
internet, showing an actual example of a home in
Ashmore listed on www.realestate.com.au

In the first week, there were 185 hits on the listing.
On the second week, there were 55 hits. By the
fourth week, there were only 34 hits.

Clearly, the best opportunity to sell the home is in
the first couple of weeks, when the buyer interest is
highest.

Priced correctly, the home has a good chance of
selling quickly—in fact, we find that we can some-
times sell correctly priced properties within the first
few days, at or near the asking price, because of
competition between buyers.

If the listing price is perceived by buyers to be too
high—and it may only be $10,000 too high— the
market quickly loses interest and the home can
languish on the market for weeks. Buyers are bet-
ter educated about the market value of homes than
ever before, mainly due to the power of the inter-
net.

Property Visits

HOULIHAN/Z

ap4214 (@ com.au
Total Visits for Period: 371

View Last Month Only

Date Visits for Day  Monthly Equiv.

6.Jul 2000 24 744
7.Jul 2009 51 1581
8.Jul 2000 24 744
9.Jul 2009 25 775
10 Jul 2009 2% 775

11.Jul 2009
12 Jul 2009
13 Jul 2009
14.Jul 2009
15 Jul 2009
16 Jul 2009
17 Jul 2009
18 Jul 2009
19 Jul 2009
20 Jul 2009
21Jul 2009
22 Jul 2009
23 Jul 2009
24 Jul 2009
25 Jul 2000
26 Jul 2009
27 Jul 2009
28 Jul 2009
29 Jul 2009
30 Jul 2009
31.Jul 2009
1Aug 2009
2Au0 2009
3Aug 2009
4Aug 2009

Figure 1—An actual example of the daily “hits”
on a property listed on realestate.com.au
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Many sellers say things like “Well, we realise the
market data indicates that our home is only worth
$470—480,000, but we want to try listing it at
$519,000. And we can always lower the price
later.”

The problem is that if buyers have decided that
$519,000 is too high, by the time the sellers drop
the price, buyers have lost interest in the property
and have moved on to other new listings.

Getting the price right up front is crucial to get-
ting the highest possible price. Which is why a
comprehensive Comparative Market Analysis is
essential to assist sellers to correctly price
their home for sale.

RecentTestimonials

After deciding to sell our Duplex we con-
tacted Janet straight away as we knew she
had extensive knowledge of the market in
our area through many previous sales.

To our pleasure the property was

Janet Houlihan has been able to sell 2 duplexes for
us over the past 2 months. Her professionalism,
willingness to put in the extra effort and ongoing
communication/support enabled us to realise prices

which were within our asking price range

r and assisted us through the entire process
sold within aweek! We found Janet L . 3 I ﬁ” with little cause for concern. We have no

extremely thorough and easily ap-
proachable and were kept informed

at all timesright up to settlement date. We
would recommend her highly to any future
sellers.

Michael & Katie Hobbins

2/12 Rhiannon Drive, Ashmore

hesitation in recommending Janet to any
prospective seller as a person with the

highest ethics, exceptional work effort and a strong
commitment to ensuring you receive a great result in
what is a tough market for sellers.

Russell & Anne-Maree MacDonald

1& 2/ 27 Riverwood Drive, Ashmore

DISCLAIMER:Buyingdriselling@propertylis@majoridecision.ThelihformationihfhisMewsletterlisForBackgroundihformation
only,[@ndyoulshould@lways[donsultyour@dvisorsBeforelSigningdontractsidrihaking@nyajorfinancial[dommitments.
IfYyoullobngeriWishfoBeceivel[dommunicationfromils,[pleaseletiis(Rnow[(lseeldontactdetails[@bove).
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